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PRODUCTION, MARKETING, SOCIOECONOMIC CHARACTERISTICS 
AND THE PERCEIVED NEEDS OF MAINE'S SMALL FARMERS 
Neil C. Buitenhuys and Alan S. Kezis* 
INTRODUCTION 
For nearly 30 years small scale farming was considered inefficient 
and undesirable. Small farmers found it increasingly difficult to 
compete with large operators in the market place because of insufficient 
produce quantity, the seasonal nature of their production, and lack of 
marketing information . During this period, large commercial farmers 
moved to higher levels of management sophistication and use of modern 
production technology. The market system also became more sophisticated 
because of mass marketing of agricultural products, monocultural 
production techniques,and highly advanced assembly and distribution 
systems . 
In the late 1960's and early 1970's, it became evident that 
consumers' food buying behavior across the nation was changing. Food 
buying clubs and consumer cooperatives began to emerge as food prices 
increased. Also, many consumer food preferences change~with quality 
factors such as freshness, taste, cultural methods, packaging techniques, 
and nutrition becoming more important to people . These changes provided 
opportunity for small scale farming. 
Interest in small farmers and their problems became prominent in the 
Northeast during the mid 1970's. In Maine, the Cooperative Extension 
Service joined with the Maine Department of Agriculture to propose 
specific direct marketing programs to assist the small farmer. The Maine 
Department of Agriculture also began printing and distributing a weekly 
newsletter entitled Maine-ly Agriculture, which contains price ranges for 
livestock sold at various Maine livestock auctions and more recently 
prices of vegetables sold wholesale and at roadside stands. In 1978, a 
regional small farmer conference, sponsored by the United States 
Department of Agriculture, Community Services Administration, and ACTION, 
was held in Maine and other regions of the country to hear small farmer 
delegates speak about their specific problems and concerns. This 
conference in Maine contributed to a plan which was formulated and 
*Research Assistant and Associate Professor, Department of Agricultural 
and Resource Economics, University of Maine at Orono. 
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approved by Maine's Rural Development Committee to improve small farm 
programs " 
Both U.S. and Maine agriculture are in a state of change. There is 
a large increase in the number of small and/or part-time farmers. In an 
attempt to better provide for research, education, and service to Maine's 
small farmers, the Maine Agricultural Experiment Station, the Cooperative 
Extension Service, and the Maine Department of Agriculture decided an 
inventory of small farmers was essential. 
METHODOLOGY 
The initial emphasis was to develop an extensive mailing list of 
small farmers. To establish the mailing list, all individuals on 
available small farm organization's mailing lists were contacted and 
asked to provide names of other small farmers who in turn were contacted. 
In addition, all small farm organizations were requested to ask all 
members at meetings to voluntarily provide their names and addresses. 
The Cooperative Extension Service contacted relevant individuals on the 
Extension mailing lists about the inventory. The state's newspapers and 
local radio stations were contacted and requested to publicize the 
study and request small farmers to provide their names and addresses. 
All names and addresses received were put on data cards and an IBM 088 
collator was used to avoid duplication in forming the final mailing list. 
After development of the mailing list, all individuals that had 
agreed to participate in the study were sent an extensive questionnaire 
on their production, marketing, socioeconomic characteristics, and 
perceived needs. Useable information was obtained from 498 small farmers 
of approximately 1,200 individuals that received the questionnarie. All 
data were analyzed using the Statistical Analysis System computer 
software package. 
CHARACTERISTICS OF MAINE SMALL SCALE FARMERS 
A profile of Maine's small scale farms and farmers was created so 
that their needs can be better served. This profile will hopefully 
provide a base for more effective research, education, and service. All 
variables examined were categorized by gross sales category, to greater 
assist in developing a complete profile of the small farm in Maine. 
Sales categories evaluated included operators whose sales were less than 
2 
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or equal to $1,000, and operators whose sales were greater than 
$1,000 0 
Table 1 shows the average number of years operators have been 
farming o Those farmers in the higher sales category have been farming, 
on average, two years or about 23 percent, longer than the farmers with 
less than or equal to $1,000. 
TABLE 1 
Average Number of Years Operators Have Been Farming 
By Selected Sales Category, Maine, 1982 
Average No. Years 
Sales 
Less Than or Equal 
to $1.000 
9o51 
t = 2.36 Prob. = .0185 
Greater Than 
$1,000 
11.92 
Operators farming full-time versus part-time are presented in Table 
2. A majority of farmers in both sales categories consider themselves 
to be part-time farmers. As would be expected, very few, only about 8 
percent, of farmers with sales less than or equal to $1,000 are full-time 
farmers o About 29 percent of farmers in the larger sales category are 
full-time farmers. Small scale farming in Maine thus appears to be 
largely a part-time venture. 
TABLE 2 
Percentage of Operators Farming Full and Part-Time 
By Selected Sales Category, Maine, 1982 
Sa 1 es 
Type of Less Than or Eq~ Greater Than 
0Eeration to $1 2 000 $1 2000 
Full-Time 8.4 29.4 
Part-Time 91.6 70.6 
X2 = 31 o80 Prob o .0001 
Further examination of this part-time majority reveals that 91.5 
and 81.7 percent of farmers in l ower and higher sales categories , 
3 
MAINE AGRICULTURAL EXPERIMENT STATION BULLETIN ?95 
respectively, have never farmed full time (Table 3) . However, 28 percent 
for farmers with sales less than or equal to $1,000, and 47 percent for 
farmers with sales greater than $1,000 indicated an intention to farm 
full time (Table 4) . This is probably an unrealistic expectation given 
current trends. 
TABLE 3 
Percentage of Part-Time Operators That Once Farmed 
Full Time, by Selected Sales Category, Maine, 1982 
Once Full Time 
Yes 
No 
x2 7.43 Prob . 
Sales 
Less Than or Equal 
to $1,000 
8.5 
91.5 
.0064 
TABLE 4 
Greater Than 
$1,000 
18 . 3 
81.7 
Percentage of Part Time Operators That Plan 
to Farm Full Time in the Future by Selected Sales 
Category, Maine, 1982 
Intention 
Yes 
No 
Sales 
Less Than or Equal 
to $1,000 
28.11 
71.89 
x2 12.05 Prob. .0005 
Greater Than 
$1,000 
46 . 51 
53.49 
Motivations for small seale farming are 1 isted in Table 5. The 
three major reasons for both sales categories were, respectively, rural 
living lifestyle, best use of resources, and supplemental income. Rural 
living lifestyle was the strongest motivation for both sales categories 
indicating that reasons other than economic play a major role in the 
small farming sector in Maine. 
The average amount of land owned and leased by small farm operators, 
in acres, is presented in Table 6. For every type of acreage, the 
4 
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TABLE 5 
The Percentage of Operators Indicating Various 
Motivations for Farming by Selected Sales 
Category, Maine, 1982* 
Sales 
Less Than or Greater Than 
Motivations Egual to $1,000 $11000 
Rural Living Lifestyle 77 0 7 71.7 
Best Use of Resources 61.7 62.6 
Supplemental Income 46 . 9 51.3 
Primary Income 9.1 26 . 7 
Farming Experience 43.2 35.8 
To Employ Family 8.2 13.4 
Other 27.6 18.2 
*The percentages sum to more than 100 due to multiple responses. 
largest sales group owns and rents more land, except in the case of 
improved and unimproved pasture land rented. The largest acreage for 
both sales categories and own-rent categories is in woodlot use. Total 
land owned in the largest sales category is almost twice that in the 
smaller sales category. Total land rented is approximately equivalent 
for both categories. 
Small farm operations by selected sales categories are shown in 
Table 7. Slightly over one-half of all small scale farmers responding 
had total sales of less than or equal to $1,000. About 18 percent, 
however, have total sales of over $5,000. 
Table 8 displays household income levels of farmers by sales 
category. The largest percentage of farmers in both sales categories 
reported incomes in excess of $25,000. Seventy percent and 61 percent 
of farmers in lower and higher sales category, respectively, reported 
household incomes of equal to or greater than $15,000. As is shown in 
Table 9, however, small farm operators' household income is derived 
largely from off-farm sources. More t han 90 percent of the income of 
operators in the smaller sal es category is acquired from off-farm sources, 
5 
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TABLE 6 
Average Acreage Owned or Lea sed by Operators 
With Selected Sales, Maine, 1982 
Sales 
Less Than 
or Equal to Greater Than 
T~~e of Acreage $12000 $12000 t Pro b. 
Cropland Owned 10.41 32.72 5. 220 .0001 
Cropland Rented 26.50 39.81 1.330 .1877 
Orchard Land Owned 2. 42 4. 00 1.199 . 2332 
Orchard Land Rented 0.0 8 .00 
Improved Pasture 8. 31 14.15 3.050 .0026 Land Owned 
Improved Pasture 16.93 16.86 .010 .9919 Land Rented 
Unimproved Pasture 11.26 11.33 . 038 0 9604 Land Owned 
Unimproved Pasture 34.08 20 . 13 . 874 . 3901 Land Rented 
Woodlot Owned 58 . 64 107.82 3.864 .0001 
Woodlot Rented 68 . 78 125 . 33 . 705 . 4933 
Other Owned 21.34 22 . 62 . 141 .8882 
Other Rented 31.80 57 . 80 .639 .5410 
Total Land Owned* 76.46 151.35 5.234 .0001 
Total Land Rented* 56 . 53 46.21 .811 .4197 
*Totals do not equal sum of each type of acreage due to different number 
of observations. 
TABLE 7 
Percentage of Operations by Selected 
Sales Category, Maine, 1982 
Sales Category Percent 
:s $1,000 57 
$1,001 - $2 ,500 14 
$2,501 - $5 ,000 11 
$5,001 + 18 
6 
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TABLE 8 
Percentage of Operators in Various Income Categories, 
by Selected Sales Category, Maine, 1982 
-Sa 1 es 
Less Than or Greater Than 
Income Ca tegor:t Egual to $1,000 $1~000 
< $5,000 3.49 7.53 
$ 5,000 - $ 9,999 9. 17 9. 68 
$10,000 - $14,999 18.34 20.97 
$15,000 - $24,999 31.88 26 . 88 
$25,000 + 37 . 12 34.95 
X2 = 4.047 Prob . = . 3997 
TABLE 9 
Percentage of Operator's Household Income, Off-Farm 
and On-Farm, by Selected Sales Category, Maine, 1982 
Income Source 
On-Farm 
Off-Farm 
Sales 
Less Than or 
Egual to $1,000 
7.66 
92.29 
On-Farm t = 7.78 Prob. = .0001 
Off-Farm t = 7.76 Prob. = . 0001 
Greater Than 
$1,000 
26 . 64 
73.36 
while for the larger sales categories, it is almost 75 percent. This is 
to be expected given the sales category distribution found in Table 7. 
The most common off-farm occupations are presented in Table 10 . Of 
these, professional-technical and craftsman-foreman were the most common 
listed overall for both .sales categories . Unidentified occupations in 
the "other" category accounted for a 1 arge portion of off-farm jobs. 
Age and education level were also evaluated by sales category 
(Table 11 and 12). Average age of the small farm operator was nearly 
identical for both sales categories, being approximately 43 years. 
Education level was also nearly identical - about 15 years for operators 
in each sales category . 
7 
MAINE AGRICULTURAL EXPERIMENT STATION BULLETIN 795 
TABLE 10 
Most Common Off-Farm Occupations of Small Farm Operators 
by Selected Sales Category, Maine, 1982 
Occupation 
Professional-Technical 
Manager-Administrator 
Salesperson 
Clerical 
Craftsman-Foreman 
Laborer 
Self-Employed 
Retired-Disabled 
Student 
Homemaker 
Unemployed 
Other 
Less Than or 
Equal to $1,000 
Sales 
- Percent -
28.0 
5o0 
1.5 
3.5 
9.0 
5.5 
2.0 
12.5 
• 5 
2.0 
3.5 
27 o0 
X2 = 19.48 Prob. o0530 
TABLE 11 
Average Age of Small Farm Operators by Selected 
Sales Categories, Maine, 1982 
Years 
Sales 
Less Than or 
Equal to $1,000 
44 o0 
t = .8595 Prob. = .3906 
8 
Greater Than 
$1,000 
42.9 
Greater Than 
$1,000 
18.8 
5.3 
1.5 
4.5 
14 03 
7.5 
308 
9.0 
0.0 
0.0 
12.0 
23.31 
MWINE AGRICULTURAL EXPERIMENT STATION BULLETIN 795 
TABLE 12 
Average Education Level of Small Farm Operators by 
Selected Sales Categories, Maine, 1982 
Years 
t = .8481 
Less Than or 
Equal to $1,000 
15.2 
Pro b. .3969 
Sales 
Greater Than 
$11000 
14.9 
St~LL SCALE FARMING EQUIPMENT 
Knowing what type and how much equipment is available to the small 
scale farmer may be crucial when developing research, education, and 
service for small farmers. The respondents were questioned about the 
types of equipment and work animals utilized. 
Draft animals were found to be used by few operators (Table 13), 
although it appears as though operators in the larger sales category 
who utilize draft animals do so to a larger extent . This cannot 
reliably be said due to small number of farmers who use draft animals. 
It can, however, be stated that draft animals do not play a major role 
on small scale farms. 
TABLE 13 
Use of Draft Animals on Small Scale Farms by 
Selected Sales Category, Maine, 1982 
Sales 
Less Than or Egual to $1,000 Greater Than $1,000 
Animal x 
Oxen 1.5 
Horses 0. 8 
Ponies 1.4 
t (oxen) = 1.555 
t (ponies) = 1.181 
No. Farmers x 
4 2.8 
19 1.4 
10 1.9 
Prob. = .1708; t (horses) = 1.237 
Prob. = .2561 
No. Farmers 
4 
20 
7 
Pro b. . 2239; 
A much larger number of operators reported owning tractors which 
they used on their farm . The mean size was approximately 10 horsepower 
larger on farms with sales greater than $1,000 (Table 14). 
9 
Less 
f1.P. 
28 
t ;;; 
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TABLE 14 
Use of Tractors on Small Scale Farms by 
Selected Sales Categories, Maine, 1982 
Sales 
Than or Egual to $1,000 Greater 
No. Farmers H. P. 
144 38 
-5 . 508 Prob. = . 0001 
Than $1 1 000 
No. Farmers 
130 
Dairy equipment, controlled atmosphere storage facilities, farm 
slaughtering and butchering equipment, sorting and grading equipment, 
and grain storage facilities available to the small scale farmer are 
presented in Tables 15 to 19. Most farm operators do not have these 
types of equipment available to them, although as a whole, operators 
with sales in the larger sales category did have these types of 
equipment more often. 
TABLE 15 
Dairy Equipment Available to the Small Farm 
Operator by Selected Sales Categories, Maine, 1982 
Sales 
Less Than or Egual to $1,000 Greater Than 
Availabilit:[ Percent No. Farmers Percent 
No 90 . 8 208 80.5 
Yes 9.2 21 19 . 5 
X2 " 9.146 Pro b. ;;; • 0025 
TABLE 16 
Controlled Atmosphere Storage Facilities Available to 
$1,000 
No. 
Farmers 
144 
35 
the Small Farm Operator by Selected Sales Category, Maine, 1982 
Sales 
Less Than or Egua 1 to $1,000 Greater Than $1 1 000 
No. Per- No. 
Availabil it.z: Percent Farmers Ft . 3 cent Farmers Ft . 3 
No 91.7 209 88 .7 157 
Yes 8. 3 19 339 11.3 20 1812 
X2 = 1.007 Pro b. . 3155 t (Ft . 3) 1.572 Prob. " .1277 
10 
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TABLE 17 
Sorting and Grading Equipment Available to the Small 
Farm Operator by Selected Sales Categories, Maine, 1982 
Sales 
Less Than or Egua l to $1,000 Greater Than $1,000 
No. 
Availabil i t:i Percent No . Farmers Percent Farmers 
No 97.7 
Yes 2.3 
-
X2 = 18 .872 Prob . = • 0001 
216 
5 
TAB LE 18 
86.3 
13 . 7 
151 
24 
Slaug hter i ng and Butchering Equipment Available to the 
Small Farm Operator by Selected Sales Categories, Maine, 1982 
Sales 
Less Than or Eg ual to $1,000 Greater Than $1,000 
No. 
Ava i labil it~ Percent No . Farmers Percent Farmers 
No 88 . 5 200 86.5 154 
Yes 11.5 26 13.5 24 
x2 = • 360 Prob. = .5488 
TAB LE 19 
Grain Storage Facilities Avai l abl e to the Small Farm 
Operator by Sel ected Sa l es Categories, Maine, 1982 
Sales 
Less Tha n or Egua l to $1,000 Greater Than $1,000 
Per - No . Per- No. 
Ava i l ab i l it~ cent Farmers su.-- cent Farmers w. 
No 87.7 199 -- 85 . 5 153 
Yes 12 . 3 28 149.2 14.5 26 1186 . 5 
X2 = . 416 Prob. = • 5187 t = (BU) = 2. 376 Prob. = .0213 
11 
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A large variety of other equipment available to the small farm 
operator was examined. Table 20 shows the various types of equipment 
which operators owned and used on their farms . Significant differences 
between the sales categories existed in only a few cases . Operators 
with sales greater than $1,000 had more hay mowers, hay wagons, and 
combined other wagons. Overall it appeared that large quantities of 
equipment were not available to the small farmer. 
TABLE 20 
Equipment Available to the Small Farm Operator by 
Selected Sales Categories, Maine, 1982 
Egui pment 
Plows 
Harrows 
Planters 
Seed Drills 
Manure Spreaders 
Lime & Fertilizer Spreaders 
Chemical Sprayers: Hand 
Boom 
Chemical Dusters 
Cultivators-Tractor Drawn 
Cultivators-Other 
Irrigation Equipment 
Hay Equipment: 
Mower 
Rake 
Baler 
Eleva tor 
Silage/Haylage Equipment: 
Chopper 
Wagon 
Blower 
Other Wagons 
Grain or Bean Thresher 
Cider Press 
Chain Saws 
Wood Splitter 
Sales 
Less Than or Greater Than 
Equal to $1,000 $1,000 
1.23 
1.39 
1.13 
1. 07 
1.02 
1. 05 
1.18 
1.06 
1.00 
1.12 
1.18 
1.06 
1.07 
1.15 
1.00 
1.14 
1.00 
1.00 
1. 00 
1.15 
1.00 
1.04 
1.66 
1.00 
12 
No. X 
112 1.32 
117 1.61 
46 1.34 
15 1. 03 
50 1.10 
60 1.09 
105 1. 35 
17 1. 08 
24 1. 07 
50 1.10 
39 1.62 
16 1. 36 
112 1.18 
75 1.11 
45 1.06 
21 1.20 
4 1.09 
5 1. 22 
6 1. 00 
34 1. 91 
3 1.26 
23 1. 00 
222 1. 77 
55 1. 08 
No. t 
134 • 938 
133 2.393 
71 2.259 
30 • 502 
84 1.688 
75 • 951 
91 2.103 
49 .302 
28 1. 333 
67 .242 
29 2.300 
22 1.468 
116 2.325 
97 .440 
66 1. 689 
44 • 539 
21 .622 
9 1.107 
12 
35 2.704 
19 • 795 
31 1.165 
177 1.168 
40 2 . 089 
Prob. 
.3490 
. 0174 
.0258 
.6186 
.0937 
• 3431 
.0368 
. 7638 
.1888 
.8092 
. 0249 
.1507 
.0210 
. 6607 
.0942 
.5918 
.5398 
.2902 
.0087 
.4362 
. 2494 
. 2436 
.0394 
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PRODUCTION AND MARKETING OF AGRICULTURAL PRODUCTS 
Production and marketing metho~s for the various crops grown on 
small scale farms are presented in Tgble 21. Overall, home consumption 
or barter and marketing directly to consumers were the major areas of 
crop utilization. Marketing directly to consumers is probably 
accomplished through the use of direct marketing outlets, such as 
roadside stands or pick-your-own farms. Marketing through dealers, 
wholesalers, and brokers also accounted for a major portion of total 
crops marketed, in particular for fruits, such as apples and blueberries, 
and specialty crops, such as flowers and wood products. 
Marketing of livestock grown on small farms was accomplished in 
ways similar to crop marketing (Table 22). Home use or barter and 
selling directly to consumers were the most common marketing methods 
employed. Dealers and livestock auctions were also of some importance. 
In particular, about 43 percent of swine were marketed through livestock 
auctions. 
Dairy products, eggs, wool, and honey produced and marketed by small 
farm operators were also evaluated (Table 23). Home use or barter and 
direct to consumer were again the main marketing techniques. Several 
exceptions, however, were clearly apparent. For example, almost one-half 
of raw wool was marketed through processors or dealers, with only about 
8 percent for home use and 14 percent directly to consumers. The 
majority of fluid cow milk was marketed through processors or dealers 
and farmer's coops. About one-fourth of goat products other than goat 
milk was marketed through local stores . 
Raw milk production on small farms is shown in Table 24. Cow milk 
production per farm is approximately 20 times greater than goat milk 
production. 
Operators were asked to determine what percent of the products they 
raised were for home consumption (Table 25). Almost three-fourths of 
products raised by operators with sales less than or equal to $1,000 were 
for home consumption. For those with sales greater than $1,000, 31 per-
cent of their products was for home consumption. 
AGRICULTURAL PRACTICES 
Farmers place their farms in the categories of non-organic, partially 
organic, or organic in nature . As is shown in Table 26, over one-half of 
13 
TABLE 21 
Production and Marketing of Crops on Small Scale Farms, Maine, 1982 
Percentage Marketed 
Approx. Dollar Direct 1 y To Dealers, To Loca 1 Through At Home 
Tota 1 
Acres Value of Total to Bro kers or Stores or Farmers or For 
Quantity 
Cro s Harvested* Sa 1 es* Consumers Who 1 esa 1 ers 
Restaurants Coo Other Sa rter Produ ced* Unit 
s 
Hay: 
40-50 lb. 204 .85 (186) 1,605 . 58 (109) 37 . 8 1.7 0.0 0.0 1.2 59.3 
2,635,49 (109) Sales ~ 
80-1200 lb. 14.04 (12) 461.25 (8) 11 . 8 0 .0 0.0 0.0 0.0 88.2 
498.75 (B) Ba 1 es "' 
39.45 (15) 2 . 330 . 00 ( 5) 71.9 0 . 0 0.0 0.0 0.0 28 . 1 2. 52 6. 00 ( 5) Tons 
:» 
Corn ~ 
Grain Corn 7. 33 (10) 93.00 (3) 0.0 0.0 0.0 0.0 0 . 0 100 . 0 93.00 (3) 
Bu. .... 
Small Grains 8 . 48 (25) 1,495 .91 (11) 13 . 1 24.1 0.0 0. 0 40.3 22.5 2 ,196. 2 7 (11) Bu. 
(') 
<::: 
App 1 es 9. 54 ( 41 ) 6,301.87 (15) 30 .9 37 .6 23.1 0. 0 4 . 2 4.2 7,601.00 (15) Bu. 
.,... 
"'l 
Strawberries 4.30 (51) 3,851.37 (45) 72,6 12,8 2. 7 0.0 . 2 11.7 5,405 .2 3 (45) Qts. ~ 
:;;: Blueberries 5.37 (35 ) 1,675.44 (27) 8 . 3 58.8 1.2 28.1 
0.4 3.2 3,995.89 (27) Qts. .,... 
A 11 Other Berries 1.19 (17) 400.91 (22) 47.8 19.1 0 . 0 0. 0 0 . 0 33 .0 464.59 (22) Qts. ~ 
Mixed Vegetables . 87 (80) 1, 014.31 (60) 18.4 . 3 8.4 4.1 1.4 67.4 1,147.57 (60) Bu . ;lj 
Sweet Corn 2.53 (47) 933 . 06 ( 34) 49.3 15.9 13.8 0.0 10.2 10.8 1,655.21 (34) Doz. "' 
Pot a toes 5.94 (45) 8,203.36 (28) 12.4 77.6 . 5 0.0 7 .8 1.7 9,502 .88 (28) Bu. ~ 
Carrots • 54 ( 22) 533 . 61 ( 18) 2. 2 .1 0.0 97.4 0 .0 . 3 3,285.63 (18) Bu . '<: 
Onions 5. 44 ( 17) 58.38 (13) 57.8 0. 0 10.3 0.0 0. 0 31.9 61.96 (13) Bu . 
"'l 
Tomatoes . 22 (25) 243 .39 (23) 95 . 2 0 . 0 o.o 0.0 0 . 0 4 .8 417.74 (23) Bu. 
Crl 
Squash & Pumpki ns 1.03 (36) 458.56 (31) 42.2 ll. 5 27 . 0 9.4 1.0 8.9 2,191.14 (31) Lbs. 
~ 
.., 
Dry Beans 2. 74 (25) 1,427 . 66 (16) 24. 1 62.2 5. 8 0.0 5. 9 2.0 3,736.41 (16) Lbs. 
.... 
c 
Flowers .45 (12) 479.4 6 (13) 43.8 42 .1 0.0 0.0 0 . 0 14 . 1 576.00 (13) ( ) '<: 
Herbs . 33 ( 5) 627 . 50 ( 4) 36 .6 0.0 0.0 0.0 0.0 63.4 630.75 (4) ( ) "' <::: 
Maple Syrup 8.15 (25) 769.12 (46) 69.5 5.4 3. 9 0. 0 . 9 20.3 813.91 (46) Gals. 
.,... 
.,... 
Firewood 25.16 (82) 1, 32 7. 20 ( 88) 51.3 16,3 10.0 . 2 . 6 21.6 1,362.83 (88) Cords E:J 
Pulpwood 88 . 89 (52) 2,158.10 (78) 19.6 57.2 0 . 0 1.0 7.0 15 .2 2,2 20.3 7 (78) Cords ~ 
Sa·.; Logs 141.78 (25) 1, 803 . 82 (39) 26 .3 38.5 0.0 0.0 2 . 6 32 . 6 7, 240.91 (39) Bd. Ft . " 
Christmas Trees 408.38 ( 8) ll,056.ll (9) 31.8 68.1 0. 0 0. 0 0 .0 .1 11,805.56 (9) No. "" "' 
*llumber of farmers responding 1 is ted in parenthesis, 
TABLE 22 
Production and marketing of Livestock on Small Scale Farms, Maine, 1982 
Number Percentage Marketed ~ 1-; Raised Directly Lives- Farmer's Slaughter At Home ~ Number for to stock Marketing Houses or For ;J:,. 
Ti:~e of Animal Raised* Sale Consumers Dea 1 ers Auctions Coo~ & Packers Other Barter ~ 
Dairy Cattle 8.74 (58) 7.20 (32) 46.7 33 . 8 9.4 7. 7 (36) 1-; 
-- --
2.4 ~ ~ 
Beef Cattle 7.96 (114) 5. 04 ( 69) 46 . 2 17 . 1 7.7 16.9 (76) '-3 ?..0 7.4 2.7 ~ 
Goats 7.66 (49) 4,69 (36) 43.0 13 . 3 1.7 25.5 ( 34) t-o 
--
11.0 5. 5 l:>j 
..... ~ 
<.J1 Sheep 23 . 98 (86) 19.25 (61) 80,0 5.1 3. 7 2.9 2.8 2.9 2.6 (61) ~ 
Swine 18 .89 (102) 22. 95 ( 64) 34.0 4.4 42.9 0.8 8 . 9 ~ -- 9.0 (68) ~ 
'-3 
Rabbits 31. 24 (38 ) 24.05 (22) 46.2 11.7 4 . 8 
-- --
0.9 36.4 (19) ~ 
;~:> 
Horses 2 . 81 ( 32 ) 1.82 (11) 9. 1 0.6 -- -- -- 1.9 88.4 (15) ~ 
~ 
Chickens 283.79 (123) 34.26 (35) 42 . 8 
-- --
3.9 .4 4.9 48.0 (53) ~ 
t-i 
t-o 
Turkeys 11.63 (49) 7.61 (23) 72 0 7 
--
1.4 -- -- 2.3 23.6 (26) ~ 
19 . 72 (54) ~ Ducks & Geese 26.50 (20) 67 . 5 
-- -- -- --
5.8 26 . 7 (16) " 
~ 
en 
*Number of farmer s re sponding listed in parenthesis. 
TABLE 23 
Dairy Products, Eggs, Wool, Honey and Other Products Produced and Marketed by 
Small Farms, Maine, 1982 
Percentage of Total Production Marketed ~ ~ mrecr Through To Through At Home Total tt:l 
Dollar Value to Local Processors Farmer's or For Quantity ;to. 
Type of Product of Total Sales* Consumers Stores or Dealers Coop Other Barter Produced Unit ~ ~ 
Fluid Milk: ~ 
Cow $10,869 . 00 (26) 18.8 34.7 38.3 8.2 32,845.00 Lbs . ~ 
-- -- ~ Goat 1,788.30 (13) 15.1 
-- 21.3 -- 6.0 57.6 4,025.96 Lbs. ;t:> 
t:-1 
Butter, Cheese, tt:l ~ 
Yogurt, Etc . ~ 
...... Cow 799.58 (12) 78.6 7.3 
-- -- --
14.1 448.31 Lbs . :ti 
0'1 Goat 508 . 50 (5) 41.3 25.1 33.6 227.70 Lbs. ~ -- -- -- ~ 
~ 
Eggs: tl) 
Chicken 322.96 (89) 69 . 4 1.1 
-- -- --
29.5 254.42 Doz. ~ 
Combined Other 1,612 . 86 (7) 22 . 2 2. 0 
-- -- --
75.8 62.00 Doz . ~ 
a 
~ 
Wool: ll:! 
Raw 167 . 57 (42) 13.8 .6 48.7 14.6 14 . 6 7.7 125.11 Lbs. ~ 
Processed 730 . 24 (19) 71.3 1.8 2.9 . 3 23.7 161.74 Lbs. t:-1 -- tt:l (Carded, Spun, ~ 
etc.) ~ 
"J 
<a 
Honey 163 . 55 (17) 60 . 1 2.2 37.7 133.72 Lbs. <:n 
-- -- --
*Number of farmers responding listed in parenthesis . 
~INE AGRICULTURAL EXPERIMENT STATION BULLETIN ?95 
TABLE 24 
Dairy Cow and Goat Raw Milk 
Production on Small Farms, 
Maine, 1982 
No. x 
Dairy Cow 24 107,183 Lbs. 
5,052 Lbs. Goat 22 
TABLE 25 
Percentage of the Products Raised Which 
are for Home Consumption by Sales 
Category, Maine, 1982 
Percent for Home Consumption 
t = 12 o33 Prob. = .0001 
Sales 
Less Than or 
Equal to $1,000 
73.6 
TABLE 26 
Greater Than 
$11000 
31.1 
Percentage of Operators with Non-Organic, Organic, and 
Partially Organic Practices by Selected Sales 
Categories, Maine, 1982 
Type of Operation 
Non-Organic 
Partially Organic 
Organic 
x2 = 3.612 Prob. = .1643 
Sales 
Less Than or 
Equal to $1,000 
17 
21.5 
59 . 1 
19.4 
Greater Than 
$11000 
29.0 
50.8 
20.2 
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all farmers in both selected sales categories considered their farms to 
be operated as partially organic. Approximately equivalent numbers of 
operators felt that their farm practices were organic, while non-organic 
farms were distributed more heavily on farms with sales greater than 
$1,000. 
Agricultural practices, when broken down in a more detailed manner, 
still vary widely from farmer to farmer. Table 27 lists various methods 
of dealing with weeds, pests, and soil fertility, and the relative 
importance of each method, by selected sales categories. The weed 
control methods which appear, as a whole, to be most important were 
tillage, crop rotation, and timing of seeding and planting. Pest 
control methods which were most commonly rated as being very important 
were spraying chemical insecticides and fungicides, crop rotation, and 
planting pest resistent varieties. Methods of maintaining soil fertility 
which were most often listed as being very important include~ liming, 
animal manures, and crop rotation . It is interesting to note that crop 
rotation was an extremely important agricultural practice for all three 
problems examined, and for both sales categories. 
Between sales categories, significant differences existed for the 
practices of spraying chemical herbicides, use of commercial fertilizers, 
use of 1 ime, and use of "other" organic additives. This coincides with 
the previous findings in Table 26, in which operators with sales greater 
than $1,000 were likely to operate a non-organic farm, 
FARM FINANCING 
A major concern of the small operator is the amount of money and 
capital necessary to operate a farm, and the methods available to him 
or her to finance this amount . Operators were asked to estimate the 
value of their farm today, the total amount borrowed since the initial 
purchase for equipment and improvements, and the amount which was 
borrowed in 1981 to cover operating expenses (Table 28 to 30). 
Farm value was significantly larger for those farms with sales over 
$1,000, and amounted to approximately $25,000 more in total worth. The 
amount borrowed since the initial purchase, and also the amount borrowed 
in 1981, was larger again for farms with sales greater than $1,000, 
although not exceedingly so . 
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TABLE 27 
Percentage o l Operators Indicating Various Levels of 
Importance fo t Sei ~cted Agricultural Practices, by Selected 
~»! es Category, Maine, 1982 
Level of Im~ortance 
Little Very 
Agricultural Sales Importance Important 
Practices l ateqo r,t 1 2 3 4 X2 Prob. 
Weed Control: 
Spraying Chemical s $1,000 30 . 77 17 . 95 21.79 29.49 21.371 .0001 Herbicides > $1,000 10 . 34 14.94 11.49 63.22 
Ti 11 age :: $1,000 3.87 13 .26 28 . 73 54.14 4.184 .2422 
> $1,000 1. 94 8.39 26.45 63 . 23 
Crop Rotation :: $1,000 6.08 12.15 23.76 58.01 4 . 679 .1968 
> $1,000 4.64 5.96 29.14 60.26 
Timing of Seeding :: $1,000 8.06 12 . 90 29 . 03 50 . 00 4.404 .2210 & Planting > $1,000 4.76 9.52 25 . 60 60.12 
Mulching :::: $1 , 000 8 . 67 17.34 28.32 45 . 66 7.353 .0615 
> $1,000 14 . 29 26 . 32 22 . 56 36.84 
Row Spacing & :: $1,000 10 . 88 17 . 69 38.78 32.65 J . • 384 .7092 Intercropping > $1,000 8. 00 20.80 35 . 20 36.00 
Insects and Fungus 
Control: 
Spraying Chemical :: $1,000 17 . 50 17.50 24.17 40 .83 Insecticides & 
> $1,000 13 . 62 10.00 20.91 55.45 S.702 .1270 Fungicides 
Crop Rotation :: $1 , 000 5. 26 8 . 77 29 .82 56 . 14 ?. . 011 .5701 
> $1,000 3.45 5. 52 30 . 34 60 . 69 
Companion Planting s $1,000 9.87 19 . 74 29.61 40 . 79 7.964 . 0468 & Intercropping > $1,000 16 .83 27.72 29 . 70 25 . 74 
Use of Pest :: $1,000 27.45 22 . 55 27 . 45 22 . 55 ?. . 110 . 5498 Predators > $1,000 30 . 56 29.17 25 . 00 15 . 28 
Planting Pest :: $1,000 8.70 7.45 37.89 45.96 Resistant 
> $1,000 7. 75 12 . 40 31.78 48 . 06 2. 721 .4367 Varieties 
Methods of Main-
t ai ning Soil 
Fertil itt: 
Commercial :: $1,000 10 . 63 18 . 75 28.75 41.88 10.544 .0145 Fertilizers > $1,000 9.29 13.57 17 . 14 60.00 
Lime :: $1 , 000 3. 37 9. 62 28 .85 58.17 7. 900 .0481 
> $1 ' 000 1.15 9. 77 18 . 97 70 . 11 
Green Manures ~ $1,000 6. 59 12 . 57 30 . 54 50.30 1. 938 .5853 
> $1,000 3. 76 12 . 78 27 . 07 56 . 39 
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TABLE 27 (Continued) 
Little Very 
Agricultural Sales Importance Important 
Practices Categorz: 1 2 3 4 X2 Pro b. 
Animal Manures ~ $1,000 1. 90 6.67 19.52 71.90 4.835 .1843 
> $1,000 2.48 6.83 11.18 79.50 
Crop Rotation ~ $1,000 3. 72 12.77 28.19 55.32 4.056 .2554 
> $1,000 3. 47 7.64 23.61 65.28 
Tillage Practices ~ $1,000 5. 23 13.37 33 . 72 47.67 2. 779 .4269 
> $1,000 2.16 17.27 31.65 48.92 
Organic ~ $1,000 10 . 00 14.44 20.00 55.56 4.080 .2529 Fertilizers > $1,000 18.42 14.47 25.00 42.11 
Other Organic ~ $1,000 12.20 13.41 29.27 45.12 6. 339 .0962 Additives > $1,000 13.33 28.33 16 . 67 41.67 
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TABLE 28 
Operator's Estimate of Total Farm Worth by 
Selected Sales Category, Maine, 1982 
Sales Categori: 
Less Than or Egual to $1 2000 Greater Than $1 1 000 
No. Farmers x No . Farmers x 
171 $87,078 141 $113,642 
t = 2.578 Prob. = . 0104 
TABLE 29 
Operator's Estimate of Total Amount Borrowed Since 
Initial Farm Purchase by Selected Sales Category, 
Maine, 1982 
Sales Ca teg9...!:.l 
171 $11,314 151 $13,574 
t = .338 Prob. = .7356 
TABLE 30 
Amount Borrowed by Operator in 1981 to Cover 
Operating Expenses by Selected Sales Category, 
Maine, 1982 
Sales Cate.9..Q.!:.l'_ 
Less Than or Egual to $1,000 Greater Than $1,000 
No. 
No. Farmers x Farmers X 
174 $838 143 $1,848 
t = 1. 190 Prob. = .2351 
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Sources of financing are listed in Table 31 for the three categories 
of real estate, machinery, equipment and improvements, and for 1981 
operating expenses. There are onl y insignificant differences between sales 
groups, except in the case of Farmer's Home financing for machinery and 
operating expenses in which tho se operators in the larger sales group 
obtained a significantly larger portion of their financing from this 
source . Over all three categories, self-financing was the major source 
of financing small farm s by both sales groups . Over 92 percent of 
opera t ing expenses was self-financed. Between 75 and 84 percent of 
machinery and equipment was self- financed, about 55 percent of real 
estate was self-financed. Private banks were the second major source 
of farm financing, with a high of about 34 percent of real estate financed 
through banks . 
TABLE 31 
Percentage of Financing Obtained from Various Sources 
for Real Estate, Machinery, Equipment and Improvements, and 
Operating Expenses, by Selected Sales Category, Maine, 1982 
Source 
Sales Self Private Production Farmers 
Ar ea Categor~ Financed Bank Credit Home 
Real Estate ~ $1,000 57.43 33 . 58 l.24 3.17 
> $1,000 52 . 46 34.09 .41 7. 23 
Machinery, :: $1,000 83.40 9. 23 1.69 .59 
Equipment > $1,000 75 . 75 8. 21 1.81 6.76* 
Operating ~ $1, 000 97 . 86 1.40 0.00 .15 
Expenses > $1,000 91.01 2.67 . 84 3. 99* 
*Significant t @ .05 
Other 
Sources 
4.57 
4.81 
5.09 
7.47 
.60 
1.49 
Many operators were planning to expand their small farm operations. 
Of these farmers who were planning to expand, about 25 percent 
an t icipated problems in financing the expansion within the smaller sales 
group, and 31 percent in the larger sales group anticipated difficulties 
(Table 32) . About 56 percent of farmers with sales less than or equal 
to $1,000, and about 44 percent of farmers with sales greater than $1,000 
were not planning to expand. 
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TABLE 32 
Percentage of Operators Planning to Expand and the Percentage 
Anticipating Difficulties in Financing the Expansion by 
Selected Sales Category, Maine, 1981 
Plans 
Planning to Expand 
Anticipating Finance Problem 
Not Anticipating Finance Problem 
Not Planning to Expand 
X2 = 2o504 Pro b. = o 1135 
PROBLEMS AND NEEDS OF SMALL FARMERS 
Sales Cate.9..Q..!:Y 
Less Than or Greater Than 
Equal to $1,000 $1,000 
65.05 71.93 
24.63 30.89 
75.37 69.11 
34.95 28.07 
There are many aspects of farming which present problems for many 
operators, and often, if certain information or educational programs or 
services are available, they can be of tremendous help. Many of the 
problems farmers face and their beliefs as to what programs or services 
could be of greatest use to them were evaluated. 
Table 33 presents various energy sources currently being used, and 
those about which more information is desired o Energy is an extremely 
important part of any farm operation, and small scale energy projects 
can often be used in a cost-effective manner to supplement commercially 
available sources. Wood energy sources were by far the most common 
alternative currently in use. Solar and wind power sources, although in 
use to a much smaller degree, were areas in which many operators desired 
more information. 
A list of some aspects which have presented problems to the small 
scale farmer in Maine, along with the level of difficulty encountered, is 
presented in Table 34. Although levels of difficulty were widely spread, 
a few significant differences between sales categories do exist. 
Managing soil fertility and controlling insect pests were seen to be more 
of a problem for farmers with sales less than $1,000. Receiving a fair 
price for products, always a major concern of any farmer, was significantly 
more difficult for farmers with sales greater than $1 ,000. This difference, 
however, may quite possibly be explained by the fact that farmers with 
23 
MWINE AGRICULTURAL EXPERIMENT STATION BULLETIN ?95 
TABLE 33 
Small Scale Energy Sources Currently Being Used on Small Farms, 
and the Number of Operators Desiring Additional Information on Each 
Energy Source, by Selected Sales Category, Maine, 1982 
Energy 
Source 
Alcohol 
Solars 
Wind 
Hydro 
Wood 
Methane 
Sales Category 
Less Than or Egual to $1,000 
No. No. Desiring 
Using More Information 
0 
24 
4 
1~ 
0 
25 
91 
80 
33 
23 
28 
No. 
Using 
0 
30 
1 
2 
159 
0 
No. Desiring 
More Information 
18 
66 
60 
16 
17 
19 
sales greater than $1,000 tend to be full-time farmers to a greater 
extent, and are, therefore, more sensitive to market prices. Even so, 
less than 40 percent of farmers in this category reported having 
difficulty receiving a fair price for their products, when considering 
0 difficultyo as being the top 2 categories on the difficulty scale . 
Educational needs are listed in Table 35, along with the correspond-
ing needs scale. Levels of need are again widespread between the two sales 
categories. Several educational needs, however, were evaluated as being 
significantly different between sales groups. Marketing of agricultural 
products, both in the 0 traditional 0 manner and through direct 
marketing outlets, was perceived as a strong need by both sales group. 
Although direct marketing needs are significantly different by sales 
groups, more than 68 percent of farmers in both groups indicated direct 
marketing as being in the most needed end of the needs scale. 
Agricultural marketing also differed significantly by sales categories, 
with a higher percentage of farmers in the larger sales category 
considering this an important need . Also statistically significant 
between sales groups were soil and natural resource conservation 
practices, food preservation methods, personal and family resource 
management, and agricultural waste utilization. These findings coincide 
with other aspects of the complete small farm inventory however, as all 
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TABL E 34 
Percentage of Operators Experiencing Vario us Levels of Difficulty with 
Particular Aspects of Farming by Selected Sales Category, Maine, 1982 
Scale of Difficu l t~ 
No Lots of 
Sales Difficulty Difficulty 
Problems C a t e .92.!:1. 1 2 3 4 X2 Prob . 
Producing What I :: $1,000 32 . 41 42.59 18.06 6. 94 4. 073 .2537 Plan ned To > $1,000 25.97 51 . 38 14 . 36 8.29 
Selling All I ::: $1,000 47 . 64 22 . 51 17.80 12 . 04 7. 967 . 0467 Wanted to > $1,000 35 . 00 26 . 67 27 . 22 11.11 
Receiving a Fair ~ $1,000 43 .85 27 .81 18 . 72 9. 63 Price for 
> $1,000 27.45 35 . 16 23.08 14 . 29 11.024 . 0116 Products 
Covering Costs !: $1,000 21.54 21.54 30 . 77 26 . 15 . 665 .8813 
> $1,000 21 .43 24 . 73 30.22 23 . 63 
Obtaining Desired :: $1,000 57.05 18 . 12 10.07 14 . 77 2.481 .4788 Financing > $1,000 58.78 22.97 8.11 10.14 
Keeping Farm :: $1,000 39.27 27.75 24.08 8.90 3.961 .2658 Records > $1,000 48.33 26.11 20 . 00 5. 56 
Finding and :: $1,000 58 . 70 18.84 14.49 7.97 3. 653 . 3014 Hiring Labor > $1,000 51. 25 28.13 12 . 50 8.13 
Hiring Custom !: $1,000 57.78 23.70 6.67 11 .85 7.042 .0706 l~ork > $1,000 57 . 52 18 . 95 15.69 7.84 
Managing Soil ::: $1,000 32.66 33 . 67 28.14 5. 53 4.628 .2011 Fertility > $1,000 32 . 39 42 . 61 19 .89 5.11 
Controlling Soil ~ $1,000 59 . 16 27 . 23 8 . 38 5.24 5.068 . 1669 Erosion > $1,000 56 . 57 35.43 5. 71 2.29 
Managing Field :: $1,000 38.04 29.35 17 . 93 14.67 8.191 .0422 Drainage > $1,000 41.76 28 .82 23.53 5. 88 
Controlling Weed ::: $1,000 19.14 30 . 14 31.10 19.62 9.100 .0280 Pests > $1 , 000 14 0 94 44 .83 22.99 17.24 
Controlling !: $1,000 21.21 37.88 30.81 10 . 10 10.098 .0178 Insect Pests > $1,000 20.93 52 . 33 21. 51 5. 23 
Contra 11 i ng ~ "$1,000 57.14 34.78 4. 97 3.11 Livestock 
> $1,000 54 . 01 32 .85 10 . 95 2. 19 3.872 .2756 Disease 
Complying with < $1 000 66 . 21 20 . 69 8.28 4.83 4. 512 . 2112 Govt. Guidelines ~ $1•000 55.10 29 . 25 11 . 56 4. 08 
and Codes • 
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TABLE 35 
Percentage of Operators Indicating Vari ous Levels of Educati onal Need 
for Selected Items by Selected Sales Category, Maine, 1982 
Scal e of Educat i onal Need 
Sa 1 es Little Need Most Needed 
Educational Needs Categor~ 1 2 3 4 X2 Prob. 
Crop Production :5 $1,000 24. 47 26 . 06 23.40 26 . 06 2. 197 . 5325 
> $1 , 000 25 . 43 20.23 28 . 32 26.01 
Livestock :5 $1 , 000 26 . 88 20 . 43 23 . 12 29.57 3.907 .2717 Production > $1,000 33 . 76 22 . 29 22 . 93 21.02 
Organic Farming :5 $1,000 25 . 26 20.10 27 . 84 26 . 80 5.382 . 1459 Practices > $1,000 36.54 16 . 03 23 . 08 24 . 36 
Farmer Business ::: $1,000 30 . 16 13 . 23 28.04 28 . 57 8.743 .0329 Management > $1,000 21.21 24 . 24 28 . 48 26. 06 
Agricultural ::: $1,000 37.57 19 .89 24. 31 18.23 6.780 .0793 Economics > $1,000 24 . 84 22 . 36 32 . 30 2((. 50 
Agricultural :5 $1,000 27.87 14.21 27. 32 30.60 9.167 . 0272 Marketing > $1,000 15 . 95 12.27 29 . 45 42.33 
Direct Marketing ~ $1,000 31 . 52 9. 78 23 . 91 34 . 78 of Agricultural 
> $1,000 15 . 38 15 . 38 23 . 67 45 . 56 14.423 .0024 Products 
Agri cultura 1 :5 $1 , 000 35 . 20 23 . 46 21.79 19.55 5.087 .1655 Cooperatives > $1,000 24 . 53 27 .04 22 . 64 25.79 
Soil & Natural 
Resources < $1, 000 16 . 49 26 . 60 24. 47 32 . 45 
- 22 .805 .0001 Conservation > $1 , 000 26.22 34.15 28 . 05 11.59 
Practices 
Mechanical Eq ui p- ~ $1,000 31.32 18.68 24.73 25 . 27 ment & Appro p-
> $1,000 23 . 13 19 . 38 26.88 30 . 63 3. 132 . 3718 riate Technol ogy 
Agricu l tural ~ $1 , 000 43 . 33 20 . 56 21.11 15.00 Structures and 
> $1,000 31.85 29 . 94 26 . 75 11.46 7.782 . 0507 Engineering 
Farm Safety ~ $1,000 48.57 25.71 13.71 12.00 5. 604 . 1324 
> $1,000 45 . 00 35 .00 13 . 75 6. 25 
Integrated Pest s $1,000 23.53 24.06 28.88 23 . 53 1.129 . 7702 Control > $1,000 28 . 13 22 . 50 28 . 75 20 . 63 
Food Preservation s $1,000 37.23 24 . 47 20.21 18.09 11.579 . 0090 Method > $1,000 49.37 28 . 48 13 . 92 8. 23 
Personal & Family ~ $1,000 40.44 20 . 22 23 . 50 15 .85 14 . 552 . 0022 Resource Mgt. > $1 , 000 49 .68 28 . 39 16 . 77 5. 16 
Agricultural Waste ~ $1,000 47 . 78 16 . 67 17 . 78 17 . 78 8. 055 . 0449 Utilization > $1,000 40 . 52 28 . 10 19.61 11 . 76 
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of these needs were rated as being of significantly greater importance 
to farmers in the smaller sales group. Referring back to motivational 
reasons for farming presented in Table 5, it can be seen that farmers in 
the smaller sales category were more concerned than other farmers with 
the farming lifestyle and efficient resource use . 
Small scale farmers• perception of service needs were also examined 
(Table 36). Marketing needs of farmers received the highest ratings of 
interest levels and consisted of 5 out of 6 of the significantly 
different needs by sales categories. Greater percentages of farmers in 
the larger sales categories listed all marketing service needs as being 
of greater interest than did other farmers. All marketing service needs, 
however, received high interest levels from both sales groups. These 
needs included direct marketing, promotion of expanded vegetable 
production and marketing, and information service of marketing . Transfer 
of farms between generations was also a high interest, statistically 
significant by sales category service need. About 65 percent of farmers 
in the largest sales category expressed interest in this need, versus 
about 55 percent for farmers in the smaller sales category. Management 
training via computer was seen to be of significantly greater interest 
to farmers in the larger sales category. 
TABLE 36 
Percentage of Operators Indicating Various Levels of Interest 
for Service Needs by Selected Sales Category, Maine, 1982 
Level of Service Interest 
Little Very 
Sa 1 es Interest Interested 
Service Needs Categor~ 1 2 3 4 X2 
Apprenticeship ~ $1,000 57.69 18.13 13.74 10 . 44 Program for 
> $1,000 49.03 18 . 06 17.42 15 . 48 3.574 Future Farmers 
Expanded Sheep ~ $1,000 54 . 44 11.67 8.89 25.00 Production and 
> $1,000 60 . 42 10.42 9.72 19 . 44 1.768 Marketing 
Direct Marketing ~ $1,000 34.09 13 . 07 21.02 31.82 16.484 
> $1,000 15 . 79 10.53 24.06 49 . 62 
Management Train- ~ $1,000 64.97 11.86 11.86 11. 30 8.013 ing Via Computer > $1,000 52.26 16.13 10 . 97 20 . 65 
Promotional (Me . ~ $1,000 36 . 31 15 . 08 25 . 14 23.46 19 0 326 Produces!) > $1,000 15.86 16.55 28.28 39 . 31 
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TABLE 36 (Co t i nued) 
Level of Ser vice Interest 
Littl e Very 
Sales Inter st Interested 
Service Needs Categor:t 1 2 3 4 X2 Prob. 
:: $1,000 48.54 21.64 20.47 9.36 5. 040 .1689 Energy Audit 
> $1,000 41.51 26.16 16.98 16 . 35 
:: $1,000 45.45 18.75 23.86 11.93 3.414 . 3321 Waste Utilization 
> $1,000 35.76 23.18 25.83 15 . 23 
Soil Conservation :: $1.000 20.83 18.45 29 . 76 30.95 2. 034 .5654 Service > $1,000 15.20 23.20 30.40 31.20 
Expanded Grain :: $1,000 61.85 13.29 12 . 14 12.72 12.191 .0068 Production 
> $1,000 43.59 16.67 16.03 23.72 & Marketing 
Expanded Vegetable :: $1,000 33.15 16.30 24.46 26.09 3. 510 . 3195 Production and 
> $1,000 32 . 43 14 .86 18.24 34,46 Marketing 
42.70 25.28 15.17 16.85 :: $1,000 3.166 .3668 Formation of Coops 
> $1,000 35.71 ?9.87 20.13 14.29 
Assistance in :: $1,000 54.95 2.64 15.93 16.48 3.273 .3514 Obtaining 
> $1,000 55.48 17 .42 10.32 16.77 Finance 
State Farm 
:S $1,000 53.11 ]1 .86 16.95 18.08 1.801 . 6146 Financing 
> $1,000 51.95 15.58 12.99 19.48 Program 
Information :: $1,000 29.94 1:1. 56 27.68 28.81 22.295 . 0001 Service of 
> $1,000 13 . 46 f . 33 27 . 56 50 . 64 Marketing 
Farmland :: $1,000 18 . 82 10.75 30.11 40.32 6,818 .0779 Preservation 
> $1,000 12.74 16.56 22 . 93 47.77 Program 
Transfer of Farms ::: $1,000 30.00 13. 68 15.79 40.53 11.288 .0103 Between 
> $1,000 15.38 20 . 1 19 .87 44 . 23 Generations 
Development of 
Agricultural 
< $1,000 21.62 15.68 24.86 37,84 6.831 .0775 Education 
> $1,000 11.18 18 . 63 26.71 43.48 Programs (Inc. 
Public Schools) 
Peat Utilization :: $1,000 42.86 2l..l3 20.88 14.84 3.675 .2988 Demonstrations > $1,000 33 . 76 28. (i6 21.66 15.92 
Agr. Energy ~ $1,000 26.97 25 . 28 25.28 22.47 1.976 .5773 Generation > $1,000 22.44 23.08 31.41 23.08 
Farm & Open Space :: $1,000 21.47 18.64 24.86 35.03 3.664 .3001 Program > $1,000 17.11 16.45 34.21 32.24 
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SUMMARY 
An inventory of small scale farming in Maine was developed and 
analyzed to assist in the formulation of farm programs and policy . 
Interest in small farmers and the problems they face had become prominent 
enough so that research into the small farming structure in Maine was 
both justified and sorely needed . Production, marketing, socioeconomic 
characteristics, and the perceived needs of small scale farmers were all 
evaluated in an attempt to better provide for research, education, and 
service to Maine's small scale farmers. 
The number of years spent farming in Maine was, on average, about 
2 more years for those farmers with sales greater than $1,000 . About 92 
percent of farmers (with sales less than or equal to $1,000) farmed part-
time only, while about 70 percent of farmers with sales over $1,000 
considered their operation to be part-time . Only a few of the part-time 
operators had previously farmed full-time. Ninety-one percent of 
farmers in the smaller sales category had not, however, and about 82 
percent of part-time farmers with sales greater than $1,000 had not ever 
farmed full time . Larger percentages of both sales categories planned 
on farming full time in the future. Percentages of people who did plan 
on farming full time were 28 and 47 percent, respectively, for the two 
sales categories . 
Motivational reasons for farming were primarily non-economic in 
nature. The three most common reasons cited were rural living lifestyle, 
best use of resources, and supplemental income . 
Average acreage owned by operators was greater for those with sales 
greater than $1,000 for all types of acreage examined, with the exception 
of unimproved rented pasture land . Total land owned by operators in the 
large sales category was almost double the amount owned by operators wi~h 
sales less than $1,000 . Farmers with sales greater than $1,000~wned 
approximately 146 acres . Total land rented averaged about 47 acres for 
operators with sales greater than $1,000 and 57 acres for operators with 
sales less than or equal to $1,000 . 
About 57 percent of all operators had sales less than or equal to 
$1,000. Eighteen percent had sales greater than $5,000 . Significant 
differences between sales and income categories, however, did not exist. 
Thirty-seven percent of operators with sales less than or equal to $1,000 
repo-ted t";n ·hold incomes greater than P 5, 0'10, compared to about 35 
29 
MAINE AGRICULTURAL EXPERIMENT STATION BULLETIN 795 
percent of operators with sales greater than $1,000. About 92 percent of 
the income of operators in the smaller sales category or iginated from 
off-farm sources, compared to about 73 percent for other operators . Most 
common off-farm occupations for operators with sales less than or equal 
to $1,000 were professional-technical, retired-disabled, and "other 
categories." For operators with sales greater than $1,000, most common 
occupations were professional-technical, craftsman-foreman, and "other 
categories." 
The average age of small farm operators was about 43 years for both 
sales categories. Average education levels were also approximately 
equivalent; about 15 years for each category . 
Significant differences by sales category did not exist for the use 
of draft animals on the farm. As a whole, it can be said that farmers 
who used either oxen, horses, or ponies typically used between one and 
three animals . Tractor use, by horsepower size, did vary significantly 
for the two sales categories . Average horsepower size was about 28 and 
38, respectively, for the small and large sales categories. Dairy 
equipment, controlled atmosphere storage facilities, sorting and grading 
equipment, slaughtering and butchering equipment, and grain storage 
facilities available to the small farmer were also surveyed. On average, 
about 10 percent of farmers had these types of equipment available to 
them. Significant differences did exist, however, for dairy equipment 
and sorting and grading equipment available to the farmer. About 9 per-
cent of farmers in the smaller sales category had dairy equipment, 
compared to about 19 percent of farmers with sales greater than $1,000. 
For sorting and grading equipment, 2. 3 percent of farmers with sales 
less than or equal to $1,000 had this equipment available whereas it was 
available to 13.7 percent of other farmers . Many other types of 
equipment were also examined . Significant differences between sales 
categories existed only for hay mowers, hay wagons, and "other wagons. " 
Most farmers who had these pieces of equipment, along with all equipment 
examined, owned and used only one or two, indicating t he small scale of 
the farms sur veyed. 
Product io n and marketing as pects of crops were examined. Common 
crops produced were hay, apples strawber ries , sweet corn, potatoes, 
fir ewood and pulpwood . Ma j or marketing channels were, for most crops, 
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direct marketing to consumers, home or barter use, and dealers, brokers, 
or wholesalers. Aspects of livestock were similarly evaluated. Common 
animals raised were beef cattle, sheep, chickens, swine, and dairy 
cattle. Marketing channels were similflr to crops, with less emphasis 
on the dealer, broker, or wholesaler channel, and more emphasis on 
livestock auctions . Production and marketing of dairy products, eggs, 
wool, and honey were also surveyed. Cow milk, chicken eggs, and raw 
wool were the most common products. Local stores and farmers'coops were 
added important marketing channels for these crops . Average raw milk 
production for farmers with dairy cows was 107,183 pounds, compared to 
5,052 for farmers with goats. For all products raised, operators with 
sales less than or equal to $1,000 utilized 73 percent for home 
consumption. Operators with sales greater than $1,000 utilized 35 percent 
of products raised for home consumption. 
Agricultural practices varied among farmers and also between 
sales categories in some instances. The majority of farmers in both 
sales categories considered their farms to be operated with partially 
organic practices. A larger portion of farmers with sales greater than 
$1,000 used mainly non-organic practices, while organic practices were 
fairly equally spread between sales categories. Select ed individual 
agricultural practices were analyzed to determine levels of importance. 
Practices considered most important included tillage, crop rotation, 
timing of seeding and planting, and liming . Spraying chemical herbicides, 
commercial fertilizers, and liming were of significantly greater 
importance to operators with sales greater than $1,000. Operators in the 
smaller sales category placed significantly more importance on "other" 
organic additives. 
Farm financing was surveyed to determine the values of farms, 
amounts borrowed, and various sources from which finances were obtained. 
Total farm worth was significantly different by sales category, being 
approximately $87,000. for farmers with sales less than or equal to $1,000, 
and about $114,000 for farmers in the larger sales category. Total 
amount borrowed since initial purchase, however, along with amount 
borrowed to cover expenses in 1981, were not statistically different 
between sales categories. Farmers in the smaller sales category had 
borrowed about $11,300 since initial purchase, compared to about $13,500 
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for other operators . For 1981, the amounts were about $800 and $1,800, 
respectively, for the two sales categories . Self-financing was the 
major financing source for all farm expenses, with private banks the 
second most common source. About 57 percent of real estate financing 
came from self-financing sources, for operators with sales less than or 
equal to $1,000, compared to about 53 percent for other operators. 
Machinery, equipment and improvements were about 83 percent self-financed 
for operators in the smaller sales category, while operators with sales 
greater than $1,000 self-financed about 76 percent of their machinery, 
equipment, and improvements. Operating expenses were over 91 percent 
self-financed for both sales categories. Sixty-five percent of 
operators with sales less than or equal to $1,000 were planning to expand 
their operation, compared to 72 percent of operators in the larger sales 
category. Of these farmers planning to expand, 25 percent with sales 
less than or equal to $1,000 anticipated finance problems, while 31 per-
cent of farmers with larger sales anticipated finance problems . 
Problems and needs of farmers were evaluated as a crucial aspect of 
developing future farm policy. Wood was by far the most common energy 
alternative to commercial sources, but additional information was 
desired primarily on solar and small scale wind energy sources. Major 
problems farmers faced were receiving a fair price for products, covering 
costs, managing soil fertility and controlling insect pests. Managing 
soil fertility and controlling insect pests were significantly more 
difficult for operators with sales less than or equal to $1,000, and 
rece1v1ng a fair price for products was a significantly more difficult 
problem for operators with sales over $1,000 . Educational needs most 
needed were farmer business management, agricultural marketing, direct 
marketing of agricultural products, and crop production. Agricultural 
marketing and direct marketing of agricultural productswereof 
significantly greater need to operators with sales greater than $1,000. 
Soil and natural resources conservation practices, food preservation 
methods, personal and family resource management, and agricultural 
wa ste utilizationwereof significantly greater need to farmers with sales 
less than or equal to $1,000. Finally, perceived service needs of small 
scale farmers with corresponding levels of interest, were evaluated. 
Ma j or service needs included direct marketing, promotional information 
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service and marketing management training via computer and transfer of 
farms between generations and were all of significantly higher interest 
to farms with sales greater than $1,000. 
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